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S: My name is Sara and I’m with the xxx. Do 
you folks do any advertising?  
Me: Not really 
S: Well we have these community 
publication that go into the rich areas. I 
mean, there are people with money there. 
Can I just send you my rate card? 
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The Problem 

Sales Staff  Problems   
•  High turnover 
•  Disappointing sales 
•  Poor sales of new 

products 
•  Missed forecasts 

Market Problems 
•  Increased competition 
•  Shrinking readership 
•  Tighter margins 
•  Poor economy 
•  Low payroll budgets 
•  Uncertain future. 
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Your Job 

120% of Forecast 
Every Month 

Difficult 
Market 

Changing 
Offerings 

New  & 
Existing 
Sales 
Staff 
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Knowledge 
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Turn Knowledge into Results 

Knowledge Results 
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The Solution 

Use a New Model 
 

•  Success rate is 3-4X higher than 
businesses in general. 

•  Scalable, repeatable and predictable.   
•  Makes the best use of your time 
•  Ensures that the best ideas get applied. 

PredictiveResults.com 

The Solution 

Use the Franchise Model 
 

Franchise success rate is 3-4X higher than 
small businesses in general. 
 
Franchisees are scalable, repeatable and 
predictable.   
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The Solution: Franchising 
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The Solution: Franchising 

•  Clear plan 
•  Easy to follow 
•  Predictable results 
•  Easy to tune up 
•  Others can do it 
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Recipe for Success 

Knowledge 

Actions 

People 

Results 
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Why Knowledge 

Proper Knowledge Yields 
•  Effective Actions 
•  Accurate Customer Service 

• Confidence 
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Knowledge and Results 

Muscle 
Training 

Coaching 

Leverage 
Coaching 

Knowledge 
Training 

Execution 
Motivation 
Process 

Sales Knowledge 
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What Top Performers Know 

•  Their Business 
•  Their Craft 
•  Their Competitors 
•  Their Customers 
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Actions of Winners 

•  Winners do the right things 
•  Winners have a plan 
•  Winners follow the plan  

•  Winning companies train the plan 

PredictiveResults.com 



5/8/12	
  

6	
  

Don’t Manage from Afar 
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Onboarding Process 

•  Invest the time 
•  Employ your team 
•  Build a ridged plan 
•  Test knowledge 
•  Test ability. 
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People – The Right Ones 
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The Right People Sell More 
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Assessments Pick Winners 

Bottom Performers 
Average Monthly 

Sales 
$106,703.20 

Top Performers 
Average Monthly 

Sales 
$20,519.80 
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Recipe for Success 

Knowledge 

Actions 

People 

Results 
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Our Sales Plan 
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Knowledge 
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Put It In Your Franchise 

Knowledge Process Results 
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